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SOUTH CAROLINA FARM TO INSTITUTION
South Carolina Farm to Institution is a collab-
orative effort between the South Carolina 
Departments of Agriculture, Health and Environ-
mental Control, Education, and Social Services 
and Clemson University that began in 2011. The 
mission of South Carolina Farm to Institution 
is to facilitate communication, education, and 
opportunities for farmers, distributors, and insti-
tutions to support healthy, locally produced food 
throughout South Carolina.
South Carolina Farm to Institution seeks to 
increase the amount of South Carolina grown 
foods and food products going into institutions 
such as schools, child care centers, retail sites, 
hospitals, and food banks through the implemen-
tation of four core components:
• Purchase at least two South Carolina grown 
fruits and vegetables from a local farmer, 
farmers’ market, food distributor, etc.
• Serve and promote South Carolina grown 
fruits and vegetables as part of the meal
• Integrate nutrition & agriculture education 
through hands-on learning activities
• Establish or revitalize an on-site fruit and/
or vegetable garden, farmers’ market, or 
community supported agriculture (CSA) 
program
SOUTH CAROLINA FARM TO RETAIL
South Carolina Farm to Retail is a an initiative of 
South Carolina Farm to Institution that supports 
its mission to facilitate communication, educa-
tion, and opportunities for farmers, distribu-
tors, and institutions to support healthy, locally 
produced food throughout South Carolina by 
increasing the amount of fresh, frozen, or canned 
fruits and vegetables sold in locally-owned 
convenience stores. Find South Carolina Farm 
to Retail locations, resources, and additional 
program information at scfarmtoinstitution.com.
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Why Encourage Healthy Choices?
In 2016, 687,880 individuals were considered 
food insecure in South Carolina, equaling 14% of 
the total population1. Food insecurity is defined 
by the United States Department of Agricul-
ture (USDA) as the lack of consistent access 
to nutritious foods needed for a healthy life2. 
Food insecurity can lead to diabetes, high blood 
pressure, heart disease, and obesity3.
Small retailers play an important role in 
improving access to healthy foods across South 
Carolina as well as supporting the overall health 
and well-being of their communities. The harmful 
impact of food insecurity on a person’s health 
can be lessened by small food retail stores that 
provide healthy foods and engage in nutrition 
education to their customers. Using the strat-
egies and tools in this guide, small retail stores 
can take steps toward ensuring food security, 
improving nutrition, and increasing knowledge 
among their customers in support of a healthy 
lifestyle.
Stocking more healthy food choices could also 
improve sales and translate into better business 
for small food retail stores.
ABOUT THIS GUIDE
What is a Healthy Retail Environment?
Small retail stores, also called corner stores or 
convenience stores, are often locally-owned and 
much smaller in size and product selection than 
a typical grocery store.
A healthy corner store or convenience store aims 
to increase its community’s access to healthy, 
local foods and create markets for farmers by 
stocking, displaying, and promoting healthy 
foods to customers. The table below describes 
typical features of a healthy corner store 
environment compared to that of a traditional 
corner store environment.
Traditional Corner Store Healthy Corner Store
Little to no fresh fruits and vegetables available for 
purchase; limited number of healthier canned or 
frozen produce
Increased availability of fresh, frozen, or canned 
fruits and vegetables with lower levels of sodium 
and sugar; whole grain snack items; no- and low-fat 
dairy products; and other foods and beverages that 
support a balanced diet
Available produce is unappealing or poor quality and 
displayed in boxes or in other ways that discourage 
purchase
Storage equipment such as coolers and refrigerators 
keep foods fresh; shelving units or baskets improve 
quality of display
Store owners are unfamiliar with purchasing, 
stocking, and pricing fresh produce and healthier 
food items
Store owners are familiar with purchasing, stocking, 
and pricing fresh produce and healthier food items
In-store marketing activities focus on less nutritious 
items, such as sugar-sweetened beverages, candy, 
and chips
Healthier choices are placed in more prominent 
locations in the store, near the register or at the 
entrance of the store. Signage such as shelf tags, 
posters, and price call-outs are on healthier foods 
and beverages to increase customer awareness and 
purchasing
Customers are unengaged in motivating store owners 
to sell healthier foods and beverages
Store owners and community organizations engage 
residents to increase customer interest in and 
demand for healthier items
Adapted from Healthy Corner Stores: Making Corner Stores Healthier Places to Shop, USDA FNS 2016,  
fns-prod.azureedge.net/sites/default/files/snap/Healthy-Corners-Stores-Guide.pdf
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1 Feeding America: map.feedingamerica.org/county/2016/overall/south-carolina
2 ers.usda.gov/topics/food-nutrition-assistance/food-security-in-the-us/measurement.aspx
3 Feeding America: feedingamerica.org/hunger-in-america/impact-of-hunger/hunger-and-nutrition
HOW TO USE THIS GUIDE
This is a beginner’s guide for small retail store 
owners across South Carolina that are interested 
in creating a healthier shopping experience for 
their customers. Local health departments and 
government agencies, non-profit organizations, 
and community groups can also use this guide 
as a tool for supporting store owner efforts to 
provide healthier options. The goal of this guide 
is to help you:
1. Assess your current store environment; (Page 5)
2. Develop a Plan to adopt new, healthy strate-
gies in your store with the results from your 
assessment; (Page 10)
3. Implement the strategies identified in your 
Action Plan using the tools and resources 
presented in this guide; (Page 23)
4. Evaluate your progress in achieving your 
goals and success in implementing your 
Action Plan. (Page 29)
As you work through each step in this guide, 
remember that these are only suggestions and 
not a one-size-fits-all solution. Each store’s needs 
are different.  You can adapt the strategies and 
tools that appear in this guide so they work best 
for your store and/or community. Keep your 
customers in mind when implementing strate-
gies. Listen to their needs and the challenges 
they face when trying to stay healthy.
Benefits for small retail stores: 
• New foods and more options attract new 
customers
• Offering healthy foods separates the store 
from the competition 
• Healthy foods can have high profit margins 
• Prominently displayed healthy foods can 
increase sales
• Positively impact health of community 
• Increase loyal customers
Benefits for the community: 
• Increased food security 
• Improved access to healthy foods helps create 
a healthy community
• Money spent on food stays in the local community
• Neighborhood residents will feel good about 
where they live
“Not only are you helping your business, 
you’re helping other people…have better choices.”
– Leslie
City Gas and Fuel  •  Ridgeway, SC 
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Let’s get started! The first step is to complete 
the Healthy Retail Checklist, Sources of  
Inventory Self-Assessment, and Inventory Check-
list on the following pages.
This helps you:
• Gather information on current practices
• Identify areas for improvement
• Keep track of your progress
Use the results from your Healthy Retail Check-
list to identify areas where your store can make 
changes and set goals. Remember, changes do 
not happen overnight! Prioritize the areas and 
goals that should be tackled first.
TIP
Don’t know which area to focus on first? Ask your customers! Share 
what you learned from completing the Healthy Retail Checklist and 
ask them where they would like to see changes.
Step 1
A S S E S S
S C F A R M T O I N S T I T U T I O N . C O M    /   6
Assess   /   A SMALL RETAIL GUIDE
Healthy Retail Checklist
Check the box that best corresponds with how frequently the activity listed occurs in your store.*
Complete this checklist periodically to see what progress has been made towards your goals.
STRATEGY
Stock a Healthy Retail Space
Always Sometimes Never
Provide healthy food choices to customers
Offer fresh produce
Offer value-added products
Nutrition Education 
Provide nutrition education
Offer recipes
Provide taste tests
*Is your store doing well in a strategy? Celebrate and share your successes! Want to improve in 
another strategy? Consider adding items from that strategy to your Action Plan!
Adapted from the Safe & Healthy Food Pantry Project: fyi.uwex.edu/safehealthypantries/files/2015/05/Tool-1c.pdf
Encouraging Healthy Choices
Healthy choices are neat and easily accessible
Healthy signage is visible
Market and promote healthy choices
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What types of foods do you currently stock?
Use the Sources of Inventory Self-Assessment and Inventory 
Checklist to track the kinds of foods that are in your store. 
This helps you to see how many healthy foods you currently 
stock. Complete these assessments once a quarter since 
your food items are always changing. These tools are also 
helpful when looking at your procurement strategies.
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Sources of Inventory
Self-Assessment
Fill out the table below. Put the percent of your total inventory received from the source in the middle 
column and the percent of those foods that fall into MyPlate requirements in the right column.
Source
Percent of 
Total Inventory
Percent that fall into 
MyPlate
Supermarket / Grocery Store
Distributor
State Farmer’s Market
Local Farmers
Other Sources:
*What are some strategies you might use to increase the number of foods that meet MyPlate 
requirements from these sources? 
Adapted from the Safe & Healthy Food Pantry Project: fyi.uwex.edu/safehealthypantries/files/2015/05/Tool-2c.pdf
*Consider adding these strategies to your Action Plan!
Questions on MyPlate? Refer to Step Two for more information on MyPlate.
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Inventory Checklist
FRUITS
Fresh Fruits
Watermelon
Apples
Oranges
Grapes
Canned Fruit in 100% Juice
Peaches
Pears
Pineapple
Applesauce
No sugar added
Dried Fruit, no sugar added
Raisins
Apricots
Fruit Juice
100% Juice
LOW/NON-FAT DAIRY
Milk
Unsweetened Shelf Stable Milk
Unsweetened Milk Substitutes
Yogurt
Cheese
LEAN PROTEINS
Chicken
Fish
Beans
Eggs
Tofu
VEGETABLES
Fresh Vegetables
Greens
Carrots
Sweet Potatoes
White Potatoes
Tomatoes
Squash
Onions
Peppers
Cucumbers
Broccoli
Canned Vegetables, no sodium added
Corn
Green beans
Pumpkin
Vegetable Juice
100% Juice
WHOLE GRAINS
Whole Grain Bread
Rice, Barley, Lentils
Pasta
Hot Cereal
Cold Cereal, low sugar
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Now that you have identified some priority focus areas for your store (for example: procure fresh 
produce, offer taste tests, or provide recipes), it is time to make a plan!
This section will help you:
• Identify potential projects within your priority areas
• Create an action plan to give your store a healthy boost!
WHAT IS HEALTHY?
MyPlate, a nutrition guide by the USDA, shows what a healthy 
and balanced diet looks like using the five food groups that make 
up a healthy plate: fruits, vegetables, proteins, grains, and dairy. 
MyPlate offers ideas and tips on how to make good food choices 
that promote optimal health for every American.
MYPLATE TIPS
 → Fill ½ your plate with fruits and 
vegetables
 → Make ½ your grains whole grains
 → Choose low-fat and fat free milk 
and yogurt.
 → Vary your protein sources (e.g. 
lean meats, beans, eggs, etc.)
 → Drink and eat less sodium, 
saturated fat, and added sugars
Remember:
Balance – Variety – Moderation
HEALTHY RETAIL STRATEGIES
A small retail store filled with a variety of healthy foods 
helps to make the healthy choice the easy choice for 
customers. Stores can create a healthier setting by:
1. Stocking a healthy retail space
2. Providing nutrition education 
3. Encouraging the selection of healthy food choices
Step 2
P L A N
11   /   S C F A R M T O I N S T I T U T I O N . C O M
A SMALL RETAIL GUIDE   /   Plan
TIP
Each food group should be included in your 
store! Try to get a variety of at least three 
different types of each group. These can 
include fresh, frozen, or canned varieties.
STOCKING A HEALTHY RETAIL SPACE
Provide healthy food choices to customers
Benefits:
• Ensures a wide variety of healthy foods are available to meet client needs or preferences
• Demonstrates your store’s commitment to your customers’ health
Fruits Vegetables Grains Protein Dairy
• Canned, in  
100% Juice
• Dried, no  
added sugar
• Fresh
• Frozen, no 
added sugar
• Canned, low- 
sodium or no 
salt added
• Fresh, 
non-starchy 
vegetables like 
greens
• Frozen, no 
added sauces
• Look for  
whole grain
• Read the 
ingredients  
to identify 
“whole” grains
• Limit added 
sugar and fat
• Vary the normal 
proteins
• Go with lean 
meats, fish, and 
even meatless 
options such as 
beans
• Find low or 
no salt added 
canned varieties
• Low-fat and 
non-fat options
• Limit the amount 
of added sugar
• Find milk alter-
natives such 
as almond or 
soy milk. Look 
for shelf-stable 
options!
Use MyPlate as your guide when stocking and laying 
out your shopping area. Start making your retail 
space healthy by categorizing the shopping area into 
the five food groups listed below. Follow the guide-
lines for each food group to stock a healthy store!
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Collect customer feedback 
Use customer feedback when deciding which 
new healthy items to stock. Keep track of 
customer comments and requests (verbal and 
written) and use this information when thinking 
about adding products in your store. Below are 
some options for collecting customer feedback. 
Talk to your customers: Talking to your 
customers will make them feel at home and that 
their opinions matter. By listening to customers, 
you will be able to understand which types of 
healthy foods they would like to buy at your 
store. 
Poster Board Survey: Hang a poster board in 
a busy location in the store that reads, “What 
healthy foods would you like to buy here? Write 
your suggestions below.” Hang a marker by the 
sign to make it easy for customers to respond. 
Suggestion Box: Put a suggestion box near the 
register. Provide suggestion cards and pens 
so the cards are easy for customers to fill out 
and drop in the box. Use our Suggestion Card 
Template in Step 3: Implement, or create your 
own!
Customer Survey: Surveys collect more detailed 
customer feedback on shopping preferences. 
Brainstorm a list of questions and have a paper 
survey available in store for customers to 
provide anonymous feedback.
Start Small
Start by making small changes that do not 
cost a lot of money and then make bigger 
changes when you feel ready. For example, buy 
small amounts of new foods to see what your 
customers like the best. If possible, track sales of 
new produce items. Tracking sales can help you 
see which items are the most popular with your 
customers.
When in doubt, consider the most popular items 
that are sold in Farm to Retail stores throughout 
South Carolina: apples, oranges, bananas, 
melons, potatoes and onions. Other popular 
items may include lemons, cucumbers, bell 
peppers, lettuce, collard greens, and tomatoes.
“The whole purpose of [our convenience store in the] community is…so 
people have produce. We talk to people and ask them what they need.”
– Jay
Enoree Mart  •  Enoree, SC 
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J F M A M J J A S O N D
Apples
Asparagus
Beans
(Snap, Pole, Variety)
Beets
Blackberries
Blueberries
Broccoli
Butter Beans
Cabbage
Cantaloupe
Cilantro
Cucumbers
Green Onions
Leeks
Leafy Greens
Muscadines
J F M A M J J A S O N D
Okra
Oriental 
Vegetables
Parsley
Peaches
Green Peanuts
Peas
Pecans
Peppers
Radishes
Yellow Squash
Strawberries
Sweet Corn
Sweet 
Potatoes
Tomatoes
Watermelon
Zucchini
South Carolina Produce Availability
Find fresh produce
Benefits:
• Provides more produce for customers
• Builds relationships with local farmers
• Establishes new sources of support for your store
Fresh, frozen, and canned fruits and vegeta-
bles all play a part in creating a healthy retail 
space, but sourcing fresh produce can be a 
challenge. Start by ordering produce in the 
smallest amounts possible to maintain freshness 
and reduce food waste. Strive to stock South 
Carolina grown fruits and vegetables when in 
season. Customers will enjoy eating fresher, 
tastier foods and supporting local farmers. 
Buying fruits and vegetables when they are 
in season may also save you money. See the 
following South Carolina Produce Availability 
Chart to find out when your customers’ favorite 
fruit or vegetable is typically in South Carolina. 
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PURCHASING
There are several options for purchasing fresh 
fruits and vegetables. Look for local suppliers 
or distributors that offer a wide selection of 
produce, affordable prices, and flexible ordering 
quantities. See the list below to decide which 
option may work best for your store.
Cash and Carry: Many small retail stores obtain 
products by cash and carry, or purchasing 
products from other retail outlets, such as club 
stores (Sam's Club or Costco), mass merchan-
disers (Walmart), or super-markets (Ingles, Bi-Lo, 
Publix, etc.). It may give owners more purchasing 
options and greater purchasing power (i.e. 
lower costs). On the other hand, it can be time 
consuming, interfering with daily work routines, 
and posing food safety risks due to improper 
transportation, food recalls, and the potential of 
inadvertently reselling harmful products. 
Direct Store Delivery: Commonly abbreviated 
DSD, direct store deliveries are when manufac-
turers/food service distributors bring products 
to the store. Distributors may deliver only one 
product (for example, dairy items, soft-drinks, 
or baked goods) or they may deliver multiple 
products. Typically, manufacturers or distrib-
utors for fresh produce require large orders; 
however, in some cases delivery of fresh produce 
can be provided in smaller quantities.
Buying Groups: When several small retail stores 
work together to negotiate a purchase deal with 
a DSD vendor, this is called a buying group. By 
working with other local store owners to buy 
greater quantities, buying groups can get lower 
prices for their products. This method requires 
planning, thought, and teamwork.
Local Farmers and Distributors: Working with 
local produce growers in your area might be 
better for your store as they may be more 
flexible when it comes to order size. The South 
Carolina Farm to Institution website, scfarm-
toinstitution.com, provides resources for finding 
farmers’ and roadside markets, local distribu-
tors, and farmers in your area. These resources 
include a South Carolina Procurement Guide 
with contact information for distributors, a 
current map of all farmers’ and roadside markets 
across the state, Farmer Profiles that highlight 
local farmers in your community, and a Farmer 
Conversation Guide that may be helpful when 
purchasing products directly from a farmer. 
Questions for Suppliers and Distributors
Ordering, delivery, and payment
• How often can you deliver to my store?
• What is the turn-around time between 
ordering, delivery, and payment?
• Which payment methods are accepted?
• Is picking up my order an option?
• Do you collect expired products, restock 
shelves, and charge for products sold?
Purchasing
• Do I have to order a minimum amount of product?
• Do you offer local or South Carolina grown 
produce?
• Am I able to order half cases, broken packs or 
even smaller volumes of produce?
• Can I save money or order smaller quantities if 
I pick up my order?
15   /   S C F A R M T O I N S T I T U T I O N . C O M
A SMALL RETAIL GUIDE   /   Plan
PRICING
The price you set for fresh produce determines 
your profitability and customer demand. Prices 
need to be low enough to appeal to customers 
but high enough for you to make a profit. You 
can determine your price for fresh produce by 
using one of the methods below.
Use the Suggested Retail Price (SRP)
Most suppliers provide a suggested retail price 
(SRP) on their invoices as a point of reference. 
The suggested price can be between 20 and 50 
percent more than the original cost, depending 
on the product. 
Use the “Double Up” Rule
Mark up produce 100 percent, or just double the 
original cost
Calculate Your Own Price
Markup produce at a smaller percentage, using 
the formula below: 
Wholesale cost x (1 + % Markup) = Selling Price
Wholesale cost = the amount you paid for the 
product
Markup = the percent you want to increase the 
product price
Scenarios
Selling fruits and vegetables by the piece may 
be easier for you and your customers. If you 
purchase produce by the case/bag, determine the 
cost per item and then use the previous formula.
Example: You paid $22 for a case of 88 apples
$22 / 88 = $0.25 per apple
Wholesale cost x (1 + % Markup) = Selling Price
% Markup Formula Selling Price (per apple)
20% $0.25 x (1 + .20) $0.30
30% $0.25 x (1 + .30) $0.33
40% $0.25 x (1 + .40) $0.35
50% $0.25 x (1 + .50) $0.38
Wholesale cost x (1 + % Markup) = Selling Price
% Markup Formula Selling Price (per pound)
20% $0.375 x (1 + .20) $0.45
30% $0.375 x (1 + .30) $0.49
40% $0.375 x (1 + .40) $0.53
50% $0.375 x (1 + .50) $0.56
If you prefer to sell produce by the pound, first 
determine your purchase cost per pound and then 
use the previous formula to find your selling price.
Example: You paid $15 for 40 lbs of bananas
$15 / 40 = $0.375 per pound
If after time you realize you are not generating enough profit, you can raise the markup percentage 
to try to increase revenue. Then you would calculate the new selling price based on the markup 
percentage. 
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Offer value-added products
Pre-cut and packaged fresh fruits and vegetables 
can be sold at a higher price than whole produce 
because they are ready-to-eat and more conve-
nient for customers to grab and go. Before you 
start cutting and packaging produce, check with 
your local South Carolina Department of Health 
and Environmental Control’s Environmental 
Affairs Office to ensure you are following proper 
food safety guidelines and local food codes. To 
find out how to contact your local Environmental 
Affairs Regional Office, please visit scdhec.gov/
ea-regional-offices.
Value Added Product Ideas
Meal Starter Kits
1. Winter Vegetable Soup: chopped squash, potatoes, onion, and turnips
2. Stir-fry Kit: chopped broccoli, carrots, red bell peppers, and zucchini
3. Guacamole Kit: Avocados, jalapeños, onion, garlic, and cherry tomatoes
4. Grilling vegetables: Zucchini, bell peppers, onion, eggplant, and potatoes
Fruit Cups Assorted cups of chopped fresh fruit: apples, watermelon, and/or grapes
Vegetable Snack Packs
Chopped celery, carrots, or bell peppers paired with a dip such as: peanut 
butter, hummus, or low-fat ranch dressing. 
TIP
All produce must be washed prior to cutting. Refrigerate prepared 
items and clearly label containers with the name and date.
NUTRITION EDUCATION
Provide nutrition education to customers
Benefits:
• Increases customer awareness about the availability of healthy foods
• Customers purchase healthy food options
• Customers learn how to prepare healthful meals
Educating customers on nutrition and healthy food choices is key for healthy retail success. 
Providing nutrition education at your store can assist customers in making healthier choices by 
introducing them to new foods as well as healthy food preparation tips and techniques.
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Offer recipes
Provide recipe cards that follow MyPlate guide-
lines and show how to cook different fruits and 
vegetables. Placing recipes near food items is 
also a great way to encourage customers to 
purchase different products they might not 
typically buy, such as different seasonal produce 
or dried beans and grains. Here are some tips 
about providing recipes:
• Place recipes near ingredients used in that 
recipe.
• Recipes with less than nine ingredients that can 
be prepared in under 45 minutes are best. Try 
and make sure they include common pantry 
staples and kitchen equipment. 
• Provide information about cooking staples 
from scratch (i.e. rice). 
• Spread easy cooking tips throughout the 
shopping area such as “Add me to smoothies!” 
near fresh greens. 
• South Carolina Farm to Institution has great 
recipe choices that use seasonal produce. 
Visit scfarmtoinstitution.com for additional 
resources.
Provide Taste Tests
Taste tests are also a great way to provide 
nutrition education to customers. Taste tests 
allow customers to sample deliciously prepared 
or fresh products they might not normally try at 
home and highlights healthy food options avail-
able at your store. Be sure to choose recipes 
that are low in fat and sugar and follow USDA’s 
MyPlate guidelines. Check out South Carolina 
Farm to Institution’s Taste Test Guide online for 
more information on how to conduct a taste test!
Baked Peaches and Cream
• 1 fresh peach
• 1 tablespoon low-fat Greek yogurt• 1 teaspoon honey
This recipe makes for a great healthy and light dessert option. 
If you do not have Greek yogurt, substitute with plain yogurt. 
If available, mint leaves make a nice garnish to this dessert.
1. Preheat your oven to 350°. Cut the peach in 
half and remove pit. Place in a baking dish.2. Bake for 25-30 minutes or until peaches are soft. Bake time may vary depending on size of peach.
3. Once peaches are cooked, spoon the yogurt in the center of the peach.4. Drizzle honey over the yogurt.5. Serve and enjoy!
INGREDIENTS
TIP
DIRECTIONS
S E R V I N G S :  2   •   S E R V I N G  S I Z E :  ½ peach
To
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l Calories
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64 1g
3g 14g
0g 6mg
Baked Peaches and 
Cream
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141 7g 4g 20g 4g 61mg
Roasted Corn on the Cob
Roasted Corn on the 
Cob
• 4 ears of fr
esh corn on t
he cob (with
 husks)
• 2 tablespoo
ns butter, me
lted
• 2 cloves ga
rlic (chopped
)
• Season to t
aste (salt, pe
pper)
There are lots
 of different w
ays to season
 corn on the c
ob. 
Try sprinkling
 with lemon ju
ice and Parm
esan, or for M
exican 
style corn, sp
rinkle with ch
ili powder, cil
antro and lim
e juice.
1. Preheat ov
en to 350°F.
2. Lay each e
ar of corn on 
a sheet of alu
minum 
foil large eno
ugh to wrap 
the ear of co
rn 
completely (
will occur in 
later step).
3. In a small b
owl, combine
 melted butte
r 
and garlic.
4. Pour mixtu
re evenly ove
r each ear of
 corn.
5. Wrap each
 ear of corn i
n aluminum f
oil 
and place on
 a baking she
et.
6. Bake 15 to
 20 minutes, 
turning once
.
INGREDIEN
TS
TIP
DIRECTION
S
S E R V I N G S
:  4   •   S E R
V I N G  S I Z
E :  I ear of co
rn
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ENCOURAGING HEALTHY CHOICES
Encouraging customers to make healthier choices 
is easy with a little creativity!
Benefits: 
• Increases the purchase of healthy food options 
• Compliments nutrition education efforts
• Supports healthy eating habits
Healthy choices are visible and easily accessible
Have you ever walked down the grocery store 
aisle and wondered why certain products are 
at eye level? There is a reason! The way stores 
are set up has a large influence on shoppers’ 
buying habits. Where products are placed, how 
much shelf space is designated to products, 
and the order of food groups in the store are 
well thought out and shown to increase the 
purchasing behavior of customers. Using this 
concept, small food retailers can encourage 
partner agencies to choose the most nutritious 
foods by making it the most obvious and conve-
nient choice. Set up partner agency shopping 
areas like a grocery store. Make it easy for 
food pantry managers or volunteers to pick up 
healthy foods and make good choices for their 
clients.
Placement is key!
Some things to consider when encouraging 
healthy choices are:
• Increase the amount of shelf space devoted 
to healthy items
• Place healthier foods at or just below eye 
level. Place foods that are higher in fat and 
sodium, like pastries, on the lowest shelves
• Use baskets or crates to display healthy foods
• Place healthier foods at the beginning of the 
shopping area
• Highlight local or South Carolina grown 
produce
“By putting fresh produce closer to the register… 
it gives customers an option.”
– Curtis
Sumter Street Grocery  •  Florence, SC 
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DISPLAYING FRESH PRODUCE
Attractive displays will help items sell faster and reduce food waste
Inspect produce: Whether you buy produce 
from a grocery store or produce is delivered to 
your store, inspect the items before displaying. 
Do not display or sell produce that looks or 
smells bad. A good rule of thumb is that if you 
would not buy it then odds are your customers 
will not either. 
First in, first out: Display older produce first so 
that it is sold faster and do not put out all of the 
produce at once. Only display enough produce 
so that displays are full but not overflowing. 
Keep some produce reserved, either in cold or 
dry storage. See the Fresh Produce Temperature 
Guide on page 27.
Clean produce bins: At least once every two 
weeks, empty produce bins/baskets, clean with 
soap and water or wipe with a disinfecting wipe, 
and gently put fruit or vegetables back in the bin 
(remember first in, first out).
Do not display ethylene sensitive produce near 
fruits and vegetables that produce ethylene: 
See chart on page 26.
Source: The Food Trust, Sell Healthy Guide http://thefoodtrust.org/uploads/media_items/phcsn-sell-healthy-guide.original.pdf
R E M E M B E R . . .
Keep produce organized 
and well-stocked.
Use baskets to organize 
and protect produce.
Remove spoiled 
items daily.
Never sell produce out of 
cardboard boxes.
Label items and 
show prices.
Tilt baskets forward to 
make them look 
more full.
Catch customers’ atten-
tion with different color 
foods in a row.
Use good lighting to 
attract customers.
Place produce, like 
bananas, at register 
to sell faster.
Display price for 
customers. This can 
help increase sales.
Items that do not 
last long should be 
just below eye-level 
to sell fast.
Items that last 
longer, like potatoes 
and onions, should 
go at the bottom.
Keep produce fresh 
and baskets full.
Push produce to the 
front of the baskets 
and pile it high.
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Healthy signage is visible
Do you have signs or posters that encourage 
healthy choices and/or provide nutrition educa-
tion? Check your store for MyPlate signage and 
South Carolina Farm to Institution signs and 
resources. Simple signs with nutritional informa-
tion about products, tips for storage, 
or recipes can help encourage 
customers to make healthier choices. 
Examples of signs you can use are:
• MyPlate Signs
• Shelf Tags
Using signage, such as shelf tags, 
helps shoppers quickly identify 
healthier options while browsing 
the shopping area. Identify healthy 
choices with small signs next to the 
product on shelves. Shelf tags can provide quips 
or flashy information about products, such as 
“Beans are a great source of fiber!”, or “Beans 
help you feel full longer!”
Source: The Food Trust, Sell Healthy Guide http://thefoodtrust.org/uploads/media_items/phcsn-sell-healthy-guide.original.pdf
WHAT TO STOCK 
IN YOUR HEALTHY 
REFRIGERATOR
Water
100% juice
Non-fat, skim 
or 1% milk
Low-fat string cheese
Eggs
Greens (spinach, lettuce, 
and collard greens)
Low-fat yogurt
Fruit salads and garden 
salads
Apples and oranges
Place healthy 
beverages, fruit 
salads, and yogurts 
on top shelves
Place fresh produce 
on middle shelves.
Clearly mark fresh 
produce and sale 
items with bright 
price cards.
Place heavy items 
on the bottom shelf.
Minneapolis Health Department: Healthy Food Shelves
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South Carolina Farm to Institution offers a Palmetto Pick of the Month poster that highlights a 
different South Carolina grown fruit or vegetable every month, recipe cards, and fresh produce 
guides. Visit scfarmtoinstitution.com to find more information on this month’s Palmetto Pick, recipe 
cards, and produce guides to share with your customers.
For more information about South Carolina
Farm to School, including recipes, please visit  
S C F A R M T O S C H O O L . C O M
For more information about other fruits and vegetables 
available in South Carolina each month, please visit
C E R T I F I E D S C G R O W N . C O M
Palmetto Pick 
O F  T H E  M O N T H
J A N U A R Y
S E P T E M B E R O C T O B E R N O V E M B E R D E C E M B E R
M A Y J U N E J U L Y A U G U S T
F E B R U A R Y M A R C H A P R I L
Greens
Tomatoes Cucumbers Apples Sweet Potatoes
Summer Squash Corn Watermelons Peaches
Broccoli Cabbage Strawberries
Buy fresh fru
its 
and veggies 
when they ar
e 
in season – th
ey 
are usually le
ss 
expensive an
d 
taste better!
Tips for Eating Mor
e 
Fruits & Vegetables
Where to Store You
r 
Fruits & Vegetables
Apples
Apricots
Asparagus
Beans
Beets
Broccoli
Brussel Spro
uts
Cabbage
Carrots
Cauliflower
Celery
Cherries
Corn
Cut Fruit
Cut Vegetab
les
Grapes
Greens
Lettuce
Mushrooms
Okra
Peas
Radishes
Scallions/
 Green Onion
s
Strawberries
Turnips
REFRIGERA
TOR
Bananas
Citrus Fruit
Cucumber
Eggplant
Mango
Onions
Papaya
Peppers
Pineapple
Plantain
Pomegranate
Potatoes
Summer Squ
ash
Sweet Potato
es
Tomatoes
Watermelon
Winter Squa
sh
Zucchini
ROOM TEM
PERATURE
Avocados
Kiwi
Nectarines
Peaches
Pears
Plums
KEEP ON C
OUNTER
UNTIL RIPE
, THEN
REFRIGERA
TE
Remember t
o 
get at least 
5 servings 
of fruits and 
vegetables p
er 
day.
Try to fill half 
your plate w
ith 
colorful fruits
 
and vegetab
les 
at every mea
l!
Frozen and 
canned fruits
 
and vegetab
les 
are also heal
thy 
choices. Cho
ose 
products wit
h 
the lowest 
amount of 
sodium and 
sugar.
Rinsing cann
ed 
vegetables 
before eating
 
is a way to 
remove some
 of 
the sodium.
Keep whole o
r 
pre-cut fruits
 
and vegetab
les 
available to 
grab for a qu
ick 
and healthy 
snack!
Freeze leftov
er 
produce to a
dd 
to smoothies
, 
soups and 
breads.
Challenge 
yourself to tr
y 
new vegetab
les 
and fruits!
Try adding 
fruit to yogu
rt, 
cereal, or 
oatmeal or 
adding vegg
ies 
to your eggs
 for 
an extra nutr
i-
tious breakfa
st.
Asparagus
Bananas
Corn
Cucumber
Cut Fruits & Vegetables
Greens
Lettuce
Mango
Nectarines
Okra
Papaya
Peaches
Pears
Peas
Plantain
Plums
Strawberries
Tomatoes
Produce Shelf Life Fruits & Vegetables  Safety at Home South Carolina
PRODUCE
GUIDE
Apples
Beets
Cabbage
Carrots
Celery
Citrus Fruit
Onions
Potatoes
Sweet Potatoes
Turnips
Watermelon
Winter Squash
Apricots
Avocado
Beans
Broccoli
Brussels Sprouts
Cauliflower
Cherries
Eggplant
Grapes
Kiwi
Mushrooms 
Peppers
Pineapple
Pomegranate
Radishes
Scallions/Green Onions
Summer Squash
Zucchini
USE QUICKLY (3–5 DAYS)
USE SOON (5–7 DAYS)
NO RUSH (2+ WEEKS)
Wash your 
hands before 
and after 
preparing fruits and vegetables.
Get fruits & 
vegetables 
home and in 
proper storage 
in 2 hours or 
less.
Rinse all fruits 
and vegetables 
under running 
water before 
eating, cutting, 
or cooking.
Refrigerate 
cut, peeled, or 
cooked fruits 
and vegetables 
as soon as 
possible.
Do not store 
fruits and 
vegetables next to or below raw 
meat, poultry, 
or seafood.
Use separate 
cutting boards: 
one for fruits 
and vegetables, another for raw meats, poultry, 
or seafood.
Wash cutting boards, counter tops, and utensils with hot, soapy water before and after preparing fruits and vegetables.
S C F A R M T O S C H O O L . C O MC E R T I F I E D S C G R O W N . C O M
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MARKET AND PROMOTE HEALTHY CHOICES
Ideas for In-store Promotion
In-store promotion can help you increase store traffic and sales. See the table below for some ideas 
to try in your store.
Idea Examples
Temporary Price Reductions
Reduce the price of a popular product to increase sales
• Offer bags of fresh cut produce such as apples or 
carrots for $1 – great for snacks!
• Offer a Buy 1, get 1 free promotion on healthy items 
• Discount fruits and vegetables that will spoil soon 
to make a quick sale and reduce your food waste!
Seasonal Specials and Kits
Use holiday themes and flavors to increase sales
• Partner with a local farmer to offer locally grown 
food
• BBQ kits in the summer
• Holiday meal starter kits with healthy products
• See page 16 for more meal kit ideas!
Special Events
Invite customers into your store to see, smell, and 
taste products
• Host parties in different seasons or near holidays 
• Hold events during peak hours and days to reach 
more customers
• Offer free samples of healthy foods or a quick 
cooking demonstration of a healthy, seasonal 
recipe using produce in your store
Student and Senior Discounts
Offer special savings to seniors, military, first 
responders, or students
• Hold special discount days. Some examples could 
include: Student Day, Senior Day, Veteran’s Day, 
First Responders Day
Ideas for In-Store Marketing:
• Highlight produce that is from local farmers by 
displaying their South Carolina Farmer Profile 
or posting a sign letting customers know 
where the produce was grown.
• Small food retail stores that sell Certified SC 
Grown produce can become an Associate 
Member of the Certified SC Grown Program 
(visit the Certified SC Grown website at  
certifiedsc.com to find out if you are stocking a 
Certified SC Grown member’s produce or food 
product).
 » Associate Members can 
use the Certified SC Grown 
logo in store displays and 
promotions.
• Offer recipe cards that use the healthy fruits 
and vegetables sold in the store.
• Accepting payment from nutrition programs 
such as the Women, Infants and Children 
(WIC) Program and the Supplemental Nutrition 
Assistance Program (SNAP) will increase the 
affordability of healthy fruits and vegetables 
for your customers and increase your sales. If 
you already accept these forms of payment, 
place a sign near the register to let customers 
know. For more information, visit:
 » SNAP: fns.usda.gov/snap/retailers-0
 » SC DHEC WIC:  
scdhec.gov/health/wic-nutrition-program
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DEVELOPING AN ACTION PLAN
Use the goals and priorities you identified from 
the Healthy Retail Checklist completed in Step 
1 as a guide when developing your Action Plan. 
Using your Action Plan, list specific steps you 
can take to reach the goal your store has set. 
Include actions from the strategies introduced 
in this section to help you improve in areas you 
identified from your completed checklist.
Action Plan 
Project Title: 
What long-term impact do you hope your program will achieve?
S.M.A.R.T. Goal (Specific, Measurable, Attainable, Realistic, Time Bound):
Action Step Lead Person(s) Resources Needed Timeline
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Put your plan into action! Use the tools and resources in this section to help implement each action 
step to achieve your goals. Decide how to evaluate each of your goals.
Things a Store Can Do
• Review your Sources of Inventory Self- 
Assessment (pg. 8) and Inventory Checklist 
(pg. 9) to better understand your current 
inventory
• Talk to customers about the types of 
healthy foods they would like to purchase 
in your store. Use the Suggestion Card 
Template to get started (pg. 25).
• Start small! Switch less healthy options for 
healthier ones. For example, swap peaches 
in heavy syrup for peaches in 100% juice. 
Introduce one or two new fresh produce 
choices every month in small quantities and 
learn which items sell best before selling it 
in larger quantities.
• Stock more: fresh and frozen fruits and 
vegetables, canned foods low in fat, sugar, 
and salt, whole grains, and low-fat dairy.
• Ask your local distributor to carry more 
healthy food choices and to consider 
highlighting healthy choices on order forms. 
Resources
MyPlate
Quick Guide to Reading the Nutrition Facts Label
The Food Trust’s Sell Healthy Guide
Step 3
I M P L E M E N T
PROVIDE HEALTHY FOOD CHOICES TO CUSTOMERS
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OFFER FRESH PRODUCE
Things a Store Can Do 
• Locate farmers in your area using SC Farm to Institution 
Farmer Profiles. These one-pagers contain farm location, 
produce, and other farm facts. You can also refer to 
Certified SC Grown online at certifiedscgrown.com.
• Find produce distributors near you using the South 
Carolina Procurement Guide. Don’t forget to ask if they 
offer South Carolina grown fruits and vegetables! 
• Explore the South Carolina Food Hub Network to see if 
there is a food hub that gets fruits and vegetables from 
local growers operating in your area. 
• Properly display fresh produce in your store to help items 
sell faster. (pg. 19)
• Follow the Fresh Produce Daily Checklist on the following 
page to maintain an eye-catching produce display.
• Use the Ethylene in Fresh Produce chart (pg. 26) and the 
Fresh Produce Temperature Guide (pg. 27) to help you 
correctly store fresh produce in order to reduce spoilage 
and lengthen shelf life.
• Visit Don’t Waste Food SC for tips and resources on 
reducing food waste.
Resources
South Carolina Farm to Institution – 
Farmers and Distributors
Certified SC Grown
Produce Safety Best Practices 
Guide for Retailers
Suggestion Card Template
Fresh fruits
Fresh vegetables
Frozen fruits
Frozen vegetables
Canned fruit in 100% juice
Canned vegetables (low-sodium)
Dried fruit (no sugar added)
1% or non-fat milk
Low-fat cheese or yogurt
WE VALUE YOUR OPINION!
Check each item you would buy.
Low-sodium soups
Beans
Eggs
Lean meats
Low or no-salt nuts
Whole grain bread
Whole grain cereal
Whole grain pasta
Brown rice
S C F A R M T
O S C H O O L
. C O M
S O U T H  C A
R O L I N A
Farmer Profile
Titan Farms
Midlands Reg
ion
Edgefield Cou
nty
5 R W Dubose
 Rd.
Ridge Spring
, SC 29129
CONTACT:
Chalmers & L
ori Anne Car
r
803-685-538
1
lorianne@titan
farms.com
titanfarms.com
PRODUCTS
FROM THE
 FARM
FARM INFO
RMATION
Titan Farms 
is the largest
 peach grow
er on the eas
t coast, with 
over 5,000 a
cres of peach
es in product
ion. We also 
have 550 acr
es of bell pep
pers and 800
 acres of bro
ccoli in the o
peration. Tita
n Farms is a 
true family o
peration with
 
owners Chalm
ers and Lori 
Anne Carr ov
erseeing eve
ry aspect of 
the business.
 Family mem
bers, along w
ith long-term
 
employees, cre
ate a genuine 
family atmosp
here. The pride
 and ownership
 in our work is
 reflected in th
e quality of ou
r 
peaches and
 other produ
ce.
Asian Pears
Broccoli
Eggplant
Peaches
Peppers
Food Safety: G
AP and SQF 
Level 2
Insurance: Abo
ve $1 million
Distributors: S
enn Brothers
Delivery Availa
ble
Farm Field Tri
ps Available
S C F A R M T O S C H O O L . C O M
S O U T H  C A R O L I N AFarmer Profile
Vertical Roots
Lowcountry Region
Dorchester County
104 W. 7th North St.Summerville, SC 29483
CONTACT:
Andrew Hare
Matt Daniels
843-298-1313
andrew@verticalroots.com
verticalroots.com
PRODUCTS
FROM THE FARM
FARM INFORMATION
We are an indoor vertical farm, re-purposing old shipping containers to grow leafy greens year-round. We believe it is 
important to know your food and to know your farmer. Contact Andrew or visit our website for more information.
Assorted Herbs
Green Oak Leaf
Little Gems - Mini Romaine Styles
Red Butter Leaf
Red Oak Leaf
Food Safety: GAP Certified
Insurance: $1 million
Distributors: Growfood Carolina
Delivery Range: Local
Farm Field Trips Available
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Ethylene Producers Ethylene Sensitive Not Ethylene Sensitive
Apples Apples Blueberries
Avacados Asparagus Cherries
Bananas Avocados Garlic
Cantaloupe Bananas Green Beans
Kiwi Broccoli Grapefruit
Peaches Cantaloupe Oranges
Pears Collard Greens Pineapple
Peppers Cucumber Potatoes
Tomatoes Eggplant Raspberries
Grapes Strawberries
Honeydew Melon Tomatoes
Kiwi
Lemons
Lettuce
Mangoes
Onions
Peaches
Pears
Peppers
Squash
Sweet Potatoes
Watermelon
Inspect produce (refrigerated and non-refrigerated) for anything that looks or smells bad. 
Remove any bad produce.
Refill fruit and vegetable displays that are running low. Remember - keep older produce near the 
front of the display (first in, first out).
Rearrange and rewrite any price labels that need updating or that are difficult to read.
Wipe down any display that has collected dirt or dust, including the refrigerator.
Check that ethylene sensitive produce is not displayed near fruits and vegetables that produce 
ethylene.
Fresh Produce Daily Checklist
ETHYLENE IN FRESH PRODUCE
Correctly store fruits and vegetables to reduce food waste
What is Ethylene and why does it matter?
Ethylene is a naturally occurring gas that some 
fruits produce as they ripen. You cannot see 
or smell the gas, but it causes fruits to change 
texture, color, and flavor. It is important to know 
which fruits produce ethylene and which fruits 
and vegetables are sensitive to the gas so you 
can properly store and display produce.
Improper storage and display can cause produce 
to spoil quickly, which can lead to greater 
losses and smaller profit margins. Do not store 
“Ethylene Producers” with fruits and vegetables 
that are ethylene sensitive. For example, do not 
store bananas and apples next to each other. 
Only store produce in bags or sealed containers 
when you want to ripen a few pieces of fruit for 
quick sales or tastings.
Adapted from The Food Trust thefoodtrust.org/uploads/media_items/phcsn-sell-healthy-guide.original.pdf
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Fresh Produce Temperature Guide
Use the following temperature guidelines to reduce produce spoilage
Adapted from The Food Trust thefoodtrust.org/uploads/media_items/phcsn-sell-healthy-guide.original.pdf
Refrigerate Temperature Shelf Life
Fruits
Apples 32-35° 2-3 weeks
Blueberries 33-35° 1-2 weeks
Cantaloupe 40-50° 5-10 days
Cherries 32-35° 5-7 days
Grapes 32-35° 5-7 days
Honeydew 40° 5-7 days
Kiwi 32-35° 7 days
Lemons 40-50° 2-3 weeks
Limes 40-45° 2-3 weeks
Oranges 32-34° 2-3 weeks
Pears 32-35° 1 week
Raspberries 32-35° 1 week
Strawberries 32° 1 week
Vegetables
Asparagus 32-35° 1 week
Beans (Snap) 32-35° 5-7 days
Broccoli 32-35° 5-7 days
Cabbage 32-35° 1 week
Carrots 32-35° 2-3 weeks
Cauliflower 32-35° 1 week
Collard Greens 32-35° 5 days
Cucumber 36-40° 1 week
Eggplant 32-35° 1 week
Lettuce 32-35° 1 week
Peppers 36-40° 1-2 weeks
Spinach 32-35° 5 days
Summer Squash 36-40° 5-7 days
Do Not 
Refrigerate
Temperature Shelf Life
Fruits
Bananas 60-65° 5-7 days
Grapefruit 58-60° 1-2 weeks
Mangoes 55° 1 week
Peaches 65-70° 5-7 days
Pineapple 65-70° 5-7 days
Vegetables
Avocados 65-70° 5-7 days
Garlic 32-65° 30-60 days
Onion 55-60° 30-60 days
Potatoes 55-60° 30-60 days
Sweet Potatoes 55-60° 10 days
Tomatoes 55-60° 5-7 days
Watermelon 55-60° 7-10 days
Winter Squash 55-60° 30-60 days
TIP
Display apples, oranges, pears, and peppers at room temperature during 
the day. To help them last longer, be sure to refrigerate them at night.
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NUTRITION EDUCATION
Things a Store Can Do
• Partner with your regional Clemson Univer-
sity Cooperative Extension EFNEP Agent, 
SNAP-Ed program, local college/university, 
or other community partner to provide 
nutrition education at your store.
• Offer recipes, taste tests of available 
foods, and nutrition education handouts to 
customers.
• Train staff to provide nutrition education 
resources in your store. Use the Cooking 
Matters in Your Community Facilitator 
Guide to provide cooking demos, nutrition 
education, and healthy recipe handouts to 
your customers.
• Establish a bulletin board in a highly visible 
area to promote nutrition tips, South 
Carolina Farm to Institution’s Palmetto Pick 
of the Month, and recipes.
• Create a calendar highlighting all of 
your in-store events and share with your 
customers.
Resources
Clemson University Cooperative Extension
EFNEP Contact
SNAP-Ed Contact
Recipes, Taste Tests, and Handouts:
SC Farm to Institution
Cooking Matters in Your Food Pantry 
Facilitator Guide
Cooking Matters Kids Handouts
MyPlate Tip Sheets
ENCOURAGING HEALTHY CHOICES
Things a Store Can Do
• Display healthier foods where they are easy to 
see and reach. (pg.19)
• Place fresh fruits and vegetables at the front of 
the shopping area.
• Identify healthy foods with shelf-tags or 
stickers. (pg. 20)
• Promote healthy items with bulletin boards, 
posters, signs, and videos.
• Place recipe cards near healthy foods used in 
that recipe.
• Offer in-store promotions on healthy food 
choices. (pg.22)
Resources
Shelf Tags
Good Food Here Initiative
Healthy Corner Store Toolkit – Cook County 
Department of Public Health
The Food Trust’s Sell Healthy Guide
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Regular assessment of your goals, especially after implementing a new action item, is important to 
measure the progress of your store.
GATHER BASELINE INFORMATION
What was the long-term impact you hoped to 
achieve when you created your Action Plan?
Potential long-term outcomes could include 
stocking a larger percentage of healthier food, 
reducing food waste, or impacting customer 
knowledge, attitudes, or behavior through nutri-
tion education and resources.
Whatever your long-term impact goal is, start by 
collecting baseline information before you begin 
making changes. How you measure impact will 
depend on what goals you choose. For example, 
if you want to impact inventory you should 
use procurement records and the Sources of 
Inventory Self-Assessment tool (pg. 8). If you 
want to impact customers you should consider 
surveying them on their nutrition knowledge, 
attitudes, and behavior.
Step 4
E V A L U A T E
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GATHER FEEDBACK
Throughout the implementation process it 
is important to gather feedback and contin-
uously improve services. One good way to 
get feedback is to intentionally seek out the 
opinions of staff and customers about changes 
taking place.
QUESTIONS TO ASK:
• Have you noticed any changes at the store lately?
• What do you think of these changes?
• What changes would you like to see?
TRACK PROGRESS
It is also important to track your progress. 
Completing the Healthy Retail Checklist (pg. 6) 
every six months is a good way to see what 
changes and improvements have been made. 
Be sure to share successes to build excitement 
and empower customers.
MEASURE IMPACT
Finally, for your long-term impact goals, 
compare your baseline information to the same 
information collected after implementation. 
You want to make sure that your actions are 
leading to the desired impact and if you don’t 
compare measures before and after your imple-
mentation, you have no way of knowing!
S C F A R M T O I N S T I T U T I O N . C O M
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